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Incentive behaviors are full of excitement and encouragement, and with no doubt, 
compensation incentive is the most prevalent and effective in practice. A scientific and 
appropriate compensation system can not only stimulate employees to explore their 
potential and to work hard, but also improve a company's performance, help establish 
a mechanism to select the outstanding talents and promote the formation of culture in 
the corporation. Along with the effectiveness of the customer relationship manager 
system in the domestic commercial banks, the customer relationship manager team 
plays a more and more important role for the development of the commercial banks. 
How to manage the team? What compensation incentive mechanism to be 
implemented to motivate the managers to make efforts, which have become an 
understudying problem.  
Based on modern incentive theory and compensation theory, the author finds out 
the experience that can guide the building of the compensation incentive system for 
the customer relationship manager of commercial bank. This dissertation considers 
city bank as the study object, conducts a brief introduction on the operation of Xiamen 
Bank, emphatically analyzes the existing compensation incentive system of the 
customer relationship manager and points out the major problems. On this basis, the 
author tries his best to put forward the new ideas of the compensation system 
designing from the aspects of the economic and the non-economic compensation. 
Especially by adjusting the performance appraisal system with the Balanced 
Scorecard method and replacing the target completion rate with the amount of profit 
created by the customer relationship manager, the author provides a systematic 
improved formula for perfecting the compensation incentive mechanism of the 
customer relationship manager of Xiamen Bank. At last, to ensure the smooth 
implementation of the program, some recommendations on compensation 
management are given. 
















abstract theory to practical work. The improved compensation system will further 
accelerate the improvement of overall salary. Although this study only gives advices 
to a particular company, its methodologies for setting up an efficient salary system can 
be used by many other businesses as well. 
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第 1 章 绪论 
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    ①经理人力资本与角色理论。人力资本议题常被引证作为报酬方案的一个潜
在因素和解释变量，其中包括经理年龄和任期（Murphy，1986；Tosi 和 Gomez 
Mejia，1989；Hill 和 Phan，1991）、个人特征与教育背景（Harris 和 Talmor，
1982）等。然而，人们从这些研究中得出的关于企业行为的推论却大相径庭。以
任期为例，Murphy（1986）认为在缺乏控制下经理仍会继续按企业利益行动。Tosi 
和 Gomez MeJia（1989）、Hill 和 Phan（1991）则认为，企业经理地位在过往时
间内变得更加稳固，从而允许他们用个人影响去削弱经理报酬和企业业绩的关
系。 





















































    另外一种是股票期权制度。它是美国等发达国家客户经理激励体系中较为流
行的一种方式。股票期权就是给予客户经理按该权力被赋予时的价格在期权到期
                                                   




















在美国已有 90%多的上市公司推行了股票期权，全球排名 500 强企业中，至少有
89%的企业推行了这一制度。 
1.2.2 国内研究综述 
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